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Not Just Competing But Winning 

hrough research and surveys you have told us that you wanted a course that would help you T understand your business, that would stretch you and challenge orthodox understanding. 

This event is a high level and detailed programme designed for elected members like you who want an 
in-depth approach to the critical issues of remaining competitive and keeping the DSO alive. The day 
will focus on the reality, the detail and the skills of staying in the game to provide in-house DSO services. 

Mixing With The Best, Talking To The Best 
As members you will have to continue to improve efficiency and ensure that your organisation is seen 
to be matching the performance of the best. This is what this Masterclass is all about. Mixing with the 
best, talking to the best and hearing from first class practitioners on how to continue to seek the best. 

Concentrating on the theme of excellence and based on research and surveys with past delegates to 
establish what you want, this event is filled with challenging ideas from beginning to end. 

New Government? New Change? 
The possibility of a change of government will not reduce the pressure on you to deliver effective value 
for money services. Labour has stated that councils should focus on getting the best possible outcome 
in service delivery regardless of who actually delivers the service. If there is a change of government, 
councils will have choice and flexibility in how they improve efficiency and achieve value for money. 
However, according to Tony Blair, “ it will make no sense to suggest that a local service should be kept 
in-house for ideological reasons if it would be more efficient and would serve the public interest better 
to deliver it in another way. The public want quality and value for money and that is what we intend to 
ensure that they receive.” The pressure is on you to deliver. 

Practical Speakers, Practical Approaches 
This course is about practice. You learn from people who have practised successfully at the highest level. 
Your course tutors are highly experienced DSO practitioners and between them have had in depth client 
experience, sharp edge DSO management experience and years of grinding experience in the teeth of 
fierce competition. 

Share In The Experience, The Triumph And The Mistakes 
Like you, these practitioners have had to make difficult decisions that you now face and have had to get 
their hands dirty in the process. Sometimes they have won and other times they have had to go back to 
the drawing board. Throughout the day you will:- 
Learn from relevant case histories, memorable stories and down to earth advice 
Participate actively, not just listen to others 
Meet like minded colleagues and discuss the issues together 
Share ideas and get useful feedback 
Discover ideas you can adopt and adapt. 



9.30 Registration and Coffee 

Dealing with Wicked Issues 
o Why bother with the continued use of in-house teams? o CCT - what next? 
0 How best can you cope with the downstream effects of managing in a climate of 
ever-reducing budgets 0 Identifying the major policy, corporate and operational 
issues facing you and form appropriate responses o Understanding the detail 

Soft and Hard Split 
o Dealing with the changing client and contractor roles o How can workflow 
patterns and re-engineering help you deliver value for money? 0 Are you giving the 
client the best deal possible? 0 Is the client confident of your ability to deliver? 

Promoting People, Productivity and Performance 
o How can you get the best from your team? 0 What can empowerment produce in 
terms of operating costs and improved productivity? o Getting your options on pay 
and performance right to ensure long term viability o It’s good to talk - the power of 
effective and timely communications 0 Strengthening supervision 0 Putting your 
finger on the pulse 

Breakout Groups 
o Participants will form four groups and focus on three major problems they agree 
are facing them currently. Each group will provide feedback to the speakers 

1.00 Lunch 

Managing to Win with Your Pre-Tender Strategy 
0 When is penny-wise pound foolish? 0 Ingredients of success. A box of tricks? 
Common sense? Or more? 0 Getting to grips with all the costs and best practices at 
each stage of the tender process 0 Identifying potential savings in your tender 
submission o Understanding the detail 

Evaluation and Selection - the Final Process 
0 This session will examine this critical stage answering the what to do, how to do it 

5 and more importantly, identifying the “must do’s” following a successful bid 

Breakout Groups 
o Focusing on the problems identified earlier in the day you will have the opportunity 
to interact with the speakers and colleagues to discuss and we hope identify some 
appropriate ways forward 

4.30 End of Masterclass 



Don ’t take our word for it ... see what past delegates said about the 
previous DSO masterclass: 

“Well organised, well structured and informative - left the conference with many new 
ideas. The speakers worked well together.” 

Steve Smith, Kirklees Metropolitan Council 

‘2 very welcome opportunity to look at the key issues facing our business.” 

Simon McDonald, Hounslow Building Services 

“Provided a much needed opportunity to take an objective view of DSO issues. Both 
speakers presented very well.” 

Karuna Tharmananthar, Transportation Consultancy Services 

“Significant re-assurance that we are going in the right direction.” 

Patrick Burnham, Kirklees Metropolitan Council 

“Informative from a practical point of view. Speakers very helpful and responsive.” 

John Blakemore, Birmingham City Council 

“Very worthwhile event. Both speakers were excellent.” 

Stuart Mellor, Kirklees Metropolitan Council 

“Good practical and relevant.” 

David Neaves, London Borough of Richmond 



Concerned with competition, value for money, and strategic decisions? 
Are you: YL’S Rb 
Trying to reduce costs and maintain standards? 0 0 
Looking to keep up to date? 0 0 
Facing aggressive competition? 0 0 
Competing and winning? 0 0 
Anxious to survive and flourish? 0 U 
Wanting to get an edge? 0 0 
Wanting to understand? 0 0 

I 

If you can answer yes to any of the above then you will benefit from this event. 
Interact with other professionals who want to make their businesses better and discover what they 
are doing to drive their organisations forward. 

Your Masterclass Tutors 
Roland Pudney 
Roland leads and manages a large multi-disciplined Contractor 
Services Division which employs some 1,ooO staff and has a m o v e r  
of f25m per annum. 
The division has its own Quality, Marketing and Business Research 
Units which combine to form the Strategy Unit when tendeting. 
Training and Development of sewices and staff are a key part of the 
Division’s ethos - success to date includes IS09002; BBA and Kite 
Mark Accreditation; a number of trade training and quality 
accreditation’s and progress towards IlF’ certification. 
To fiU toughs in existing workload the Division has established mding 
links mith the Police, London Fire Brigade, Housing Associations, 
British Rail and a number of voluntary organisations. In addition, the 
Division has, on a number of occasions, acted in a consultancy role on 
behalf of other local authorities for the submission of tenders. 
Roland was appointed as the in-house consultant for the Housing 
Management function which is due to k tendered later this year In 
addition, he acted as an in-house consultant for the Legal Services 
DSO. 
Roland considers that of all the tenderj he has submitted the two 
most notable are ;- 
-The Building Maintenance tender h e r e ,  in the last four years, costs 
which were already competitive, have ken M e r  reduced by 19% 
(saving to the authority in excess of ~700,000); 
-The education tender, valued at f3.25m per annum that was won by 
f2,500. 

Ron Mountford 
Ron Mountford joined local government from the private sector in 
1974. Having experienced the sharp edge of competition he 
realised that if Direct Services were to succeed in CCT then a 
radical change was needed in attitude, method productivity and 
accounting structures. 
From 1980 to 199 1 he was directly managing a large London DSO 
and remembers over f1.6 million being shaken out of Refuse 
Collection and f 1.5 million out of Building Maintenance in the 
painful process to live tendering. 
In 1991 he changed roles and formed a Central Client & Agency 
Group and at the same time, co-ordinated a Cost Comparison 
Exercise for White Collar services. Further impressive savings 
were achieved in the process of reaching match fimess. 
Ron retired from local government in 1995 and since then has 
acted as an independent consultant, concentrating on Blue Collar 
development and management. He chaired the Inter Authority 
Group for 4 years and this year became its Honorary President. 
Ron’s view is this,” I have never ceased to be impressed by the 
professionalism and resourcefulness of local government staff 
when facing great pressure. All I have ever tried to do is to lead 
them to their full potential where I believe they become simply 
unbeatable.” 

Some of the companies and organisations who have benefited from sending delegates to Capita Training events include. 

Aberdeen City Council 
Belfast City Council 
Cardiff County Council 
Cherwell Direct Services 
Chester-Le-Street 
Corby Borough Council 
Corporation of London 
Craigavon Borough Council 
Cynon Valley Borough Council 8 Dorset Works Organisation 

Dudley MBC 
Glasgow City Council 
Hamilton District Council 
Hart District Council 
Havant Borough Council 
Hull City Council 
London Borough of Camden 
London Borough of Enfield 
London Borough of Hounslow 
London Borough of Richmond 

Luton Borough Council 
Macclesfield Borough Council 
Middlesbrough Council 
North East Lincolnshire Council 
Northampton Borough Council 
Nottinghamshire CC 
Oldham Metropolitan Council 
Peterborough City Council 
Plymouth City Council 
Rotherham MBC 

Shetland Islands Council 
South Glamorgan CC 
South Norfolk District Council 
South Tyneside MBC 
Staffordshire County Council 
Tandridge Commercial Services 
Warwickshire County Council 
Watford Council 
Wavelcy District Council 
Wiltshire Direct Services 



Who should attend? 
Elected Members Involved With: 

0 Building Maintenance 0 Transport 0 Highways 0 Street Cleansing 0 
0 School Catering 0 Civic Catering 0 Sports & Leisure 0 

0 Grounds Maintenance 0 Building Cleaning 0 Borough Security 0 

, \ 
Mr Andrew Cowe 

Chief Executive , 
,r 
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With oidy 55 places available you can reserve your place(s) immediately by callmg 
Capita Traimng on 0 18 1 560 1 1 14. To codirm your booking($ post your complcted 
fodbusorfaxi ton0181 5607177. 

To provisionally reserve you 
place telephone 

Jodie Johnson or 
L a w  Preston on 
0181-560 1114 

To confirm your place, fax 
the completed registration 

form to 
Jodie Johnson on w 0181-560 7177 

Mail completed registration form 
and payment to 

Capita Training, Great West 
House, Great West Road 

Brentford, Middx T W 8  9DF 
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Chqws should be ninde payable 10 Capiu Tmimng Payment by cheque nu< be inl& with yow rcgt~traii~n 
roml and received hefure the wnrerence date A VAT w w e  will be s s d  inimnltately aller L e  WUM If 
paymenl IS 1101 me& by the dak or the mnferaw that wll hL. an addil~unal & U D I S I ~ U M  ciwgc of U5 00 
plus VAT per dclegatc 
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Iwo weeks before the event and confirmed in 
f f45 It IS regreded that cancellations made 
receive a copy of L e  confcnxce documentabon I 

I- PLease tick box 0 
ce but wsh to ceceivc copies of the conference documenhtion please lick 

apita Tmnmg mth a chcquc for f50 00 Paymenl 

t notice due to unioreseen c~mmstances 


